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The success of any business depends on its ability to maintain and develop its customer base. In this sense, the 
purpose of this paper is to reveal modern concepts for maintaining profitable customer relationships. Different aspects 
of customer equity and customer engagement concepts, as well as customer lifetime value, are presented. The author 
presents his views on a toolbox that reflects the level of client-to-customer relationship and provides guidance on how 
to use it. The application of the developed toolkit would help to increase the value of customers for the company. 
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